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SUPPLEMENTAL DECLARATION UNDER 37 CFR 



Honorable Commissioner of 
Patents and Trademarks 
Washington* DC 20231 

Sir: 



SEP 0 4 200Z 

""GROUP 3600 



The undersigned, Richard Marc LIbman, declares and states that 



1 . 1 am the sole inventor of the above-captioncd patent application, U.S. 
Appl. No. 09/592,086, filed June 12, 2000 (hereafter the ^86 
Application). 1 am also the sole inventor of U.S. Appl. No. 08/661,004, 
filed June 10, 1996, now U.S. Patent No. 5,987,434 (hereafter the '434 
Patent). [ am also the sole inventor of U.S. Appl. No. 08/834,240, filed 
April 15, 1997, now U.S. Patent No. 6,076,072 (hereafter the '072 
Patent). 



2 Richard Marc Librium 

Appl. No. 09/592,086 

2. The '086 Application is a continuation of the '072 Patent, which is a 
continuation-in-part of the '434 Patent. 

3. Pending claims M28 of the ^86 Application (new claims 2-128 being 
filed herewith) arc fully supported by the '434 Patent, as well as the 
disclosure of the *086 Application. 

4. Prior to December 29,. 1995, 1 had conceived of my invention in this 
country, as described and claimed in the '434 Patent, and also described 
and claimed in the '086 Application. This b evidenced by Exhibit J , 
which is a copy of my notes that document my invention of automatically 
preparing communications and o tiers for financial products and services. 
The flow diagram depicted in Exhibit 1, as well as the accompanying 
notes, state that my invention automatically analyzes, selects products and 
services, calculates needs, designs products, and formats communications 
in order to output customized communications related to financial 
products and services. Such an automated system and process operate 
according to inputs that include rules, product data, customer 
information, and so forth. Exhibit 1 states that my invention can use 
artificial intelligence to accomplish these tasks. 
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Richard Marc Libman 
Appl. No. 09/592,086 



5. The redacted date of Exhibit 1 is prior to December 29, 1995. 

6. I was diligent from prior to December 29, 1995 to the fifing of the '434 
Patent (filed on June 1 0, 1 996). This is evidenced by Exhibit 2, which is a 
memorandum from me to Mr. Darren Osten. Mr. Osten was my former 
primary software developer, and was responsible for writing software for 
my invention, according to my instructions. I issued this Memorandum to 
instruct Mr. Osten to use all of his "facilities, energy, and time necessary 
(week-ends, days or nights)** to complete ouch software. 1 The 
Memorandum of Exhibit 2 is dated October 27, 1995. Accordingly, as 
evidenced by Exhibit 2, 1 was diligent from prior to December 29, 1 995, 
until t filed the '434 Patent on June 10, 1 996. 

?. That all statements made of my own knowledge are true and that all 
statements made on information and belief are believed to be true; and I 
farther acknowledge that willful false statements and the like so made are 
punishable by fine or imprisonment, or both, under Section 1 001 of Title 



l In the Memorandum of Exhibit 2, my invention is called "NEWCO." I selected this name 
because, among my business endeavors at that time, my invention represented a "new company." 
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1 8 of the United States Code, and that such willful false statements may 




Declaration 
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Exhibit 2 to 
Declaration 



MEMORANDUM 



To: 



Darren Osten 




From 



Richard Libman 



Date: 



October 27, 1991 



Re: 



Various Topics 



Darren: 



The time is drawing near that every ounce of energy we have needs to be 
put into getting NEWCO into operation. I must call upon you to use all your 
facilities, energy, and time necessary (week-ends, days or nights) for your 
department to see us through. 

One of the keys to this success will be the organization of your 
department. I must insist that at this point we totally organize our binders, disk 
spaces (directories), programs, and so forth. We also need now to start making 
beautiful marketing materials. I would like full blown marketing materials 
developed by January 1st. This too must be organized because of all the 
changes that will occur to it as time goes by. Organization is the key to success 
in management of time. 

I expect your department to put in the hours necessary from now until 
NEWCO is well into operation with new accounts. Are you up to the task? 

Before you leave for your anticipated ten days off for your wedding, I want 
the proper and professional preplanning done so that not only your 
daily/weekly/monthly responsibilities are carried out, but NEWCO's development 
continues to move forward. This will take several weeks of planning prior to your 
absence. I expect you to discuss an outline with me sometime in the next ten 



days. 



RMLmh 



danrenZdoo 




Exhibit! 3. 



v. 



Jack Smith 
1234 Main St. 
Sacramento, CA 99999 



Here are the Insurance 
quotes we discussed! 



Dear Mr. Smith; 

Thank you for allowing me the opportunity to be of service to you. Enclosed are the insurance quotes for 
yourself. 

The quotation for $50,000 of permanent life insurance we discussed appears as Policy A below. 

The permanent insurance policy used for this quotation is All American Life's new Universal Life policy. It is an 
adjustable premium policy designed to help you build cash values faster than many older life insurance policies. 

For your review, I am including optional amount choices that may, perhaps, meet your long range financial 
objectives even better. These appear as Policies B and C. 

Please, also take a moment to look over the additional benefits that are listed on the back of this letter. You may 
wish to include one, or all, with your Policy A, B, or C to further enhance the coverage you select. 

For your convenience, I have enclosed all the necessary materials so you can apply for the coverage right now. 
Simply mark the selection box with your choices, then see the simple instructions on the back of this page. Or, if 
you prefer, call 1(800) 576-8273 extension 26 and let me do the rest. 



POLICY A* POLICY B* POLICY C* 























«Adb» 


| 




«Bdb» 






«Cdb» 






Death Benefit 


f; 




Death Benefit 






Death Benefit 






Monthly Cost: «Aprem» 






Monthly Cost: «Bprem» 






Monthly Cost: 


«Cprem» 






Total 
Cash Value 
Build-Up n 






Total 
Cash Value 
8uild-Up n 








Total 
Cash Value 
Build-Up n 


f 




tn 15 yrs. cCV11» 






In 15 yrs. tCV21» 


I 

i 




In 15 yrs. 


«CV31» 


* 

1 




In 20 yrs. «CV12» 






In 20 yrs. cCV22» 


I 




In 20 yrs. 


cCV32» 


i 




At age 65 $11,389 






At age 65 $17,085 




At age 65 


$22,780 




Policy Type: Universal Life 






Policy Type: Universal Life 






Policy Type: Universal Life 















Yes, I choose... D Policy A <tAdb») □ Policy B («Bdt>») □ Policy C <«cdt») 
Billing Method: O Annually □ Quarterly □ Monthly (Automatic Checking Account Deduction) 



* See other side for description of this choice. 

All prices are based on female, age cAge», standard non-tobacco rates. 
n Total cash build-up Is before any surrender charges and is based on current monthly mortality deduction and interest credited to cash value accumulation 
account. 

O by I.CA Insurance Marketing ^pAil rights reserved 



DESCRIPTION OF PLANS 



Please do not mistake these policies for other insurance 
offers you may have previously been solicited to buy through 
the mail. Most of those offers are for group insurance. 
These policies are the same quality, individually owned 
policies with all the features and benefits all major life 
insurance companies sell through their agents. 

. The Permanent Universal L ife Insurance Policy 

The Permanent Life Insurance policy offered here is a 
adjustible premium life insurance policy typically referred to 
as Universal Life. Structured to build high cash values, the 
policy offers flexible and affordable protection* 



© CHOOSE : Select Policy A, B, or C, and Billing 
Method by checking the box on the other side of this 
page. 

<2> FILL OUT : 

Jack Smith fills out the enclosed application answering 
all the questions. For Question 6A, please indicate 
either Plan A, B, or C, and for Question 6D, indicate any 
additional coverages desired. 

<D SIGN : 

Jack Smith signs next to the two (2) red x's at the 
bottom of the application. 

@ RETURN : Return this letter and application to us in 
the postage-paid envelope provided. 

Please note: If you choose Plan C, you will need to take a 
short paramedical examination, which we will arrange 
for you at your home or office, at no cost. You will be 
contacted by a paramed soon after we receive your 
application. 



• If you have any questions 

• Need more information 

• Need help with the enclosed forms 
Call 1(800) 576-8273 



^PermahenYTn^ 

Accelerated Death Benefit: NO CHARGE 

If you are diagnosed by a physician as terminally ill, you may 
immediately receive 75% of the death benefit, up to $250,000, 
that would otherwise be payable at death. You will have the 
funds to provide for your care when you need it most. 
Accidental Death Benefit: 

This rider provides a $50,000 death benefit in addition to the 
death benefit of your policy, in the event your death results from 
accidental bodily injury. The monthly cost of this additional 
benefit is: $371 for Policy A, $5.56 for Policy B, and $7.42 for 
Policy C. 

Child Rider: $4.90 monthly 

You can provide your children with $10,000 of term insurance 
each if they are between the ages of 14 days and 18 years, and 
you are no more than 55 years old. Coverage expires at child's 
age 25, or your age 65, whichever comes first. 

Disability Waiver of Monthly Deductions: 

If you become totally and permanently disabled before age 60, 
all policy fees, cost of insurance, and rider costs will be waived. 
This rider does not replace or waive the planned premium, just 
those portions of the premium mentioned above. The monthly 
cost of this additional benefit is: $ .95 for Policy A, $1.26 for 
Policy B, and $1.57 for Policy C. 



Make your additional benefits selection here: 

□ Child Rider Q Waiver of Deduction □ Accidental Death Benefit 



Q: What Is Permanent Life Insurance? 

A: Permanent life insurance Is designed to provide a level death benefit 
may also be designed with premiums that are fixed or adjustable; rn 
addition, a permanent fife insurance policy generates a cash value buitt£ur> 
over the life of the policy which when sufficient, the owner can access if 
needed. Should the policy be surrendered, the owner will receive money 
back based on the accumulated cash values in the policy at that time . 

Q: Why should I buy Permanent Life Insurance? 

A: Permanent life insurance is long-term insurance and should be the basic 
foundation of your life insurance protection program. Since many people 
keep their permanent life insurance policies for life, the net cost is much 
cheaper overall than buying term insurance. 

The cash value build-up in a permanent insurance policy provides yet 
another safety measure for you. As time goes by, and when policy cash 
value has grown sufficiently, you can access a portion of these funds 
should the need for emergency cash arise unexpectedly. And, as 
mentioned above, should you have to surrender your policy for any reason, 
you will receive money back if the existing cash values are sufficient (see 
other side for these values) n Alt in alt, permanent life insurance provides 
the lifetime protection you want, plus the flexibility to use the policy and its 
many features to keep pace with your changing lifestyle over the years. 



* Choices utilize All American Life Insurance Company. A USLIFE Insurance Company, policy form Medalist Max (an '"tere^sensltlve 

wtm^reni [interest rate of 6.75% and current mortali* rates). V you desire more Information regarding the policies and additional benefits offered here, or more information on 



^ wJmm^mSilX^S^ and basirf on current month* mortality deduction and Interest credited to cash value accumulation, account. 
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ICA Insurance Marketing, Inc. 

Program L Product Logic 
Client ICA 

When cases are imputed into the database. The Annualincome, PolicyString, CurrDB, and Orphan fields 
are to be filled in on the clients table. 

Assumptions: 

QuoteType = (1:Term only, 2: Perm Only, 3: Term&Perm] 
Round all face amounts to nearest 10,000 

if age > 55 then BadDataPToo Old") 

if QuoteType - 1 then 

ADB = Request Amount 
BDB = Reqeust Amount * 1.5 
CDB = Request Amount * 2.0 
( [A/B, C] 1 Product = GPT10) 
([A,B,C]2 Product = GPT15) 
ADBCost = GPTlORider (ADB) 
WPCost = GPTlORider (WP) 

if QuoteType = 2 then 

ADB - Request Amount 
BDB = Request Amount * 1.5 
CDB = Request Amount * 2.0 
Product for all = MedMax 

(we will need the cash values at certain times, say 10 years, 20 years, 
and age 65, see the interface instructions) 

(for the riders, run another case with the adb and take the difference 
between the premiums as the rider cost, see the interface instructions) 

if QuoteType = 3 then 

Combine 1 & 2 but with only 2 perm plans 



« calculate cases » 

Relationship = 1 or 2 or 3 or 4 or 5 

ChildAlso = True if a quote is requested for a child 
MedString = 
NonMedString = w " 
if MedA = 3 

MedString = "A" 
if MedB = 3 

if MedString <> 

MedString = "B" 

else 

MedString = MedString + M or B" 

if MedC = 3 

if MedString <> 

MedString = W C" 

else 

MedString =* MedString -»- "or C" 

if MedA < 3 

NonMedString = "A" 
if MedB < 3 

if NonMedString <> 

NonMedString - "B" 
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else 

NonMedString = NonMedString + w or B" 

if MedC < 3 

if NonMedString <> 

NonMedString = W C" 

else 

NonMedString = NonMedString + "or C" 
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Agents' Net Home Pages 
Begin To Generate Leads 



By Amt S. Friedman 
At this point, agents with home 
■ pages are finding that the Internet ts 
a relatively successful generator of 
qualified leads. 

Whether it will turn into more 
than that, though, is still undear. For 
agents, the by ts to keep expecta- 
tions realistic, say life agents who 
have put np their own home pages. 

Officials at three of the four agen- 
riesvnthwhichA/jtiesy*/ Underwriter 
spoke said they are getting between 5 
and 20 visits a 
week. Most of the 
visits, though, are 
prabaUyfrancu- • 
rious browsers, 
said agent Joseph 

Romano, who 

owns Insurance 

Ormond Beach, Fta. 

Mr. Romano said he gets an aver- 
age of 10 requests a wcek\ and to date 
(his page has been up about a year), 
he's soM bar policies. However, he 
doubts tfasta lot of the requests were 
serious inquiries. 

His home page, like many agent 
pages mu cully on the Internet, has 
a furin fur visitors to hUootmr quote 
mfannaiiWL However, he said, visi- 
tors who asked fta iiiumnanon didn't 
ED out the form. "I think people 
want id see if there's someone on the 
other end—they're still feeling it 
out," he said 

Though results did not differ 
mukrdly from agent to agent, their 
responses to the results did. One 
agent happy with his home page's 
results is Daniel E Kompass, owner 



Basically, Agents See It 
As An Effective 24rHr. ~ 
Advertisement 



agency spmarmngin Efe, facahh and 

■ia*alilpTiy||jYQJ^fffr^T*vjjjlF^ 

His home page, which he said 
costbimbetweenSlJOandSSOOto 
build, has been up for about a year. 
"Two weeks after I put it up, I 
started getting messages posted to 
my e-mail box," he said. - 

He aefawwfedged that a home 
page is an inexpensive qualified lead 
generator. Right now, at a cost of 
S20amon thmmahi tain the Tntrrnet 
■' " * addrcss,hegets 
' between 6 and 
20 messages a 
week, out of 
which he's had 
. *at least half a 
~ dozensales/'in 
heal th and in 
iiwii ^ffm'l sod vrow "wt**^- 
. He also has asitje ovsuicss helpV. 
ing other agent* deveJon^horoe 
pages. *Tm woxkmgwjth tzxagents v. 
right nov," liesaH*vii^f.'5r^ 
An agent who is J I> »j i|k J iUeJipp>' 
date with the response to his Jjjuu'sc 
bfirn^p?fffrwRiw^iiff dT^^ ^^^iP^^^i^ 
dent and CEO of ICA Insurance,^ 
Santa Monica, G^^rijiifcagk. 
. ICA has -had a home. page auiicex 
Anjus^'and Mr. L fl ) ui att.aaid he;, 
fir ^p ff ^firtc f b'h npOTiy^^ld getajnom^ 
on d nxctngr ketingTuk th e Inter net, " 
"We want to be there in case it 
booms,'* he said, -.i / . I . . ;J . 

Thus far, he said, he's been getting 
15m2G < reo^3e5tsftmonihdaoQghthev 
page. Most of the icquesu have been'' 
ay quotes, w nM. pn e s a ifi nBvcr fB iii t BU : 

Cost'donPtge 14 



Home Pages Starting To Generate Leads 



Cont'd from Page 7 

He termed these results "disas- 
trous, compared to how we usually 
do with direct marketing." Out of 
] ,700 solicitations in one of his Brm's 
direct marketing programs, 19 per- 
cent usually send applications, he 



said. 

Though Mr. Libman is pessimis- 
tic about near-term prospects — "I 
don't think the Internet will be an 
effective direct marketing tool for at 
least two to four years* — he does 
acknowledge that the tool's newness 
might be the reason for the low re- 
sponse rate. 

Agents, he said, "will be able to sell 
term and annuities, but not perma- 
nent, because it's more complicated, 
and needs more work than lost a 
simple price quote." 

One of the newer home pages on 
the Internet belongs to A.N. Ansay- 
& Associates, a multiline agency in 
Port Washington, Wis. About 25 



health and 40l(k) plans. 

According to Gregory Kitsch, wl 
heads up operations for Ansay, d 
page is being used as a lead genet 
cor. "Basically, it's a 24-hour-a-d* 
7 -day-a-week advertisement," and 
$20 a month to keep it up on d 
Internet, "it's cheaper than cable" 
a lead generation system, he said. 

So far, he said, Ansay's page h 
had a few visits, but nothing yet fi 
its life or 401 (k) business. 

Insurance One's Joe Romar 
agrees that Internet-generated sal 
will be easier in the future. "V\ 
cannot stop because it's not the ove 
night success we thought it wou; 
be. As it becomes more ordinar 



